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Abstract
Strategic planning is the process of deciding which programs will be implemented by the organization
and the estimated amount of resources to be allocated to each program over the next few years. One of the
banks in Indonesia to conduct merger (merger) in early 2011 and is Bank OCBC NISP. The achievement
of the vision and mission of an organization is supported by the strategic plan. In this study, Bank OCBC
NISP will be the object of a study related to strategic planning analysis before and after the merger. The
methodology used in this study is a descriptive analysis that provides an overview of strategic planning
at Bank OCBC NISP through comparative analysis of business plans before and after the merger, and
the results of Bank OCBC NISP’s performance through its strategic plan after the merger. The result of
the research is an integrated strategic planning framework to facilitate the management to manage the
resources to produce the information needed, accurate, can be shared by all parties. Conclusion the study
is strategic planning by Bank OCBC NISP has been implemented. It can be seen from the performance and
the realization of the strategic plan obtained by Bank OCBC NISP.
1 Background
A company can see the condition of the internal and
external conditions that can be an opportunity and
challenge to the company that can be anticipated
through better strategic planning as the dynamics
of the business environment is a challenge for each
company.
The year 2010 marked a significant milestone on
amalgamation (merger) Bank OCBC Indonesia and
Bank OCBC NISP which takes advantage of the cor-
porate banking business. This is primarily driven
by the additional revenue from the expansion of
business scale due to increasing corporate customer
base and increasing volume of corporate loans from
Bank OCBC Indonesia. In order to provide optimal
advantage merger, plan of reorganization program
undertaken to improve focus and the concentration
of capture the potential future growth of Corporate
Banking.
Strategic planning is an organization’s process
undertaken to determine the strategy or direction,
and making decisions to allocate resources (includ-
ing capital and human resources) to achieve this
strategy. Various business analysis techniques can
be used in this process, including SWOT analysis
(Strengths, Weaknesses, Opportunities, Threats),
PEST (Political, Economic, Social, Technological)
or STEER (Socio-cultural, Technological, Economic,
Ecological, Regulatory). Preparation of Business
Plan Bank has done in a realistic, comprehen-
sive, scalable, pay attention to the precautionary
principle and responsive to internal and external
changes. Preparation of Business Plan for Bank
OCBC NISP was referring to Bank Indonesia Reg-
ulation 12/21/PBI/2010 about Commercial Bank
Business Plan. Bank Business Plan 2012-2014 has
been submitted to Bank Indonesia on 30 November
2011.
As a function of empowerment for the business
unit in winning market competition, the IT Divi-
sion has consistently align IT strategic planning
resources into Corporate Banking segments with
specific characteristics. All this in turn encour-
ages Bank OCBC NISP ability to adapt to dynamic
changes in business conditions, customer needs and
with the business objectives of Bank OCBC NISP. In
2010, the IT Division is actively involved in vari-
ous development projects of electronic distribution
channels of Bank OCBC NISP. New features have
been added to the ATM and EDC, while the Inter-
net Banking service for the purposes of individual
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retail customer transactions has also been launched
in early 2010. Here is the Mobile Banking service
was launched in 2011 and was followed by many
other projects that are developed to support the
needs of the business.
2 Theoretical Background
The strategic plan is a statement of a specific plan
on how to achieve the future direction to be taken
by the entity. While strategic planning is the process
of deciding which programs will be implemented
by the organization and the estimated amount of
resources to be allocated to any long-term program
for several years. The results of the strategic plan-
ning process in the form of a document called a
strategic plan that contains information about the
programs a few years to come. Strategic Planning
(Strategic Planning) is a management tool used
to manage current conditions for projecting future
conditions, so that the strategic plan is a guide that
can be used by organizations from their current
state to work towards 5 to 10 years (Kerzner, 2001).
To achieve a strategy that has been established by
the organization in order to have a competitive ad-
vantage, then the head of the company, the oper-
ations manager, must work within a system that is
in the process of strategic planning / strategic plan-
ning (Brown, 2005).
3 Research Methodology
Bank OCBC NISP is objects examined in this study.
Samples were taken at random (Random Sam-
pling). The data used are secondary data is data ob-
tained from previous documents, such as scientific
journals and other research and internet sources.
The method of analysis that would be use for this
study includes PEST (the study of the Political, Eco-
nomic, Social, Technology san general), Analysis of
Five Power Porter, SWOT and CSF Analysis.
4 Result and Analysis
PEST analysis is an analysis of the external forces
that can affect business processes. External factors
include Political, Economic, Social and Technologi-
cal. By identifying and evaluating external oppor-
tunities and threats, the company will be able to de-
velop a vision and mission as a basis for appropriate
strategies to achieve long-term goals. Here are the
results of PEST analysis at Bank OCBC NISP:
4.1 PEST Analysis
Politics
Bank OCBC NISP has never been involved in politi-
cal activities and has never provided support for po-
litical activities. On the other hand, in accordance
with its vision and mission to be recognized as a
Bank that is known for being caring, Bank OCBC
NISP consistently contributes to social activities in
line with the Company’s Social Responsibility pol-
icy.
Economics
Bank OCBC NISP’s view on the outlook of the bank-
ing industry in Indonesia in 2012 is to remain rel-
atively stable in terms of asset growth, capital and
profits, in consideration of the industry having ad-
equately strong resistance to the global economic
fluctuations.
Prolonged economic crisis in Europe and the U.S.
economy still yet to recover, the Bank felt com-
pelled to pay attention to its credit portfolio more
closely, as well as anticipating if the global recession
would affect the Bank’s portfolio. One of the antic-
ipatory strategies was splitting Commercial Credit
Risk Division into Corporate Credit Risk Manage-
ment Division and Commercial Credit Risk Manage-
ment Division. Hence, credit portfolios can be mon-
itored more thoroughly and effectively. Addition-
ally, credit decisions can be made quicker, whether
for preventive measures or for capitalizing on po-
tential business opportunities.
Social
Corporate social responsibility (CSR) programs un-
dertaken by the Bank focus on improving the qual-
ity of education. Activities are primarily carried
out to neighbouring communities to Bank offices
and other areas as needed. Implementation of CSR
programs takes the form of granting scholarships,
introduction of banking activities, and increasing
children’s motivation to learn science. CSR activ-
ities are also held in collaboration with various or-
ganisations having clear and proven track record in
other CSR related programs.
Technology
Advances in information technology, globalization,
and financial market integration combined with
emerging cases and issues, render banking as a
complex business. The Information Technology
Steering Committee is authorized to determine and
monitor the Bank’s IT strategic plan, including
monitoring the direction of IT development in line
with the Bank’s IT strategic plan and Business Plan.
(StudyMode, 2012).
4.2 SWOT Analysis
Strength
1. Power of Good Corporate Governance
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2. Bank OCBC NISP (which focus on consumer
and SME customers) merged with Bank OCBC
Indonesia (which focuses on corporate cus-
tomers), and strengthened by the power of the
implementation of good corporate governance
and risk management measures, generating a
strong new force.
Weaknes
1. Weaknesses in internal control, including the
results of a review of the internal controls over
information technology.
2. Weaknesses in risk reporting process and im-
plementation in some units.
3. GCG self assessment results in 2011 indicate
that there are minor flaws in the implementa-
tion of GCG in Bank OCBC NISP does not have
a significant impact and can be corrected im-
mediately.
Opportunity
1. Strengthen and equip the sales force personnel
to support the growing number of customers.
2. There are commercial segment is a segment
with a high sustainability and has a broad mar-
ket opportunity.
3. Trade finance.
4. Make an investment in the wider business net-
work.
5. API implementation.
Threats
1. Target for Bank OCBC NISP Bank Private to be
the 5th largest (Top 5).
2. The development of the global economy
slowed in 2012 due to the financial crisis, es-
pecially in Europe and the United States.
3. The increase in risk faced by the banking sys-
tem due to the complexity of the bank’s activi-
ties.
4. Price competition and the number of "new
players" in the mortgage (Housing Credit)
5. API implementation.
Position of company is quadrant IV, namely the
relationship between strength and threat. That
means is companies must optimize the company’s
internal strengths to avoid threats from outside the
company. Although the main focus of the company
is in quadrant IV, it does not mean quadrant I, II,
and III does not mean not being addressed. The
company also had to optimize the strength to take
chances, take the opportunity to fix weaknesses and
avoid threats (Angeles, Jorge, 2010).
Figure 1: Cartesian IFE and EFE Matrix Diagram
4.3 Value Chain Analysis
Bank Management
During 2011, the Bank’s activities were well man-
aged by our Management team. This is reflected
in the Bank’s performance, which is in line with es-
tablished business plans, management of measured
risks, implementation of GCG parallel with busi-
ness growth and transparency of information. Good
achievements in 2011 and Bank OCBC NISP’s im-
proved strength post-merger, shall serve as solid pil-
lars in supporting the realization of business plans,
and to fulfill our role as a Bank to the national eco-
nomic development. In this way, Bank OCBC NISP
can achieve its vision, mission and its existence to
satisfy its stakeholders.
Strategic Plans
The Bank’s achievements in the year 2011 are
the result of initiatives in implementing the Bank’s
strategic plans with firm discipline. The strategies
executed throughout 2011 include:
1. Building the Bank into a “customer centric”
organization, which promotes integrated im-
provement in work process quality based on
customer needs combined with detailed anal-
ysis of the target markets and their respective
inherent risks.
2. Creating synergies with the parent company, in
order to accelerate the growth of business and
operational capabilities.
3. Developing products and sales capabilities,
which are simultaneously supported by cross-
selling programs and referrals among groups
and across business segments.
4. Increasing overall productivity and efficiency
through improved performance of the Bank’s
branch network that is constantly monitored
by better tools, enhanced business model, and
promoting the effectiveness of the Bank’s exist-
ing distribution channels.
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5. Developing the Bank’s corporate and commer-
cial segments through initiatives, such as:
(a) focus on the target market,
(b) credit improvement processes,
(c) the optimization of syndicated loans and
structure finance,
(d) collaborative arrangements to market
products with other business segments,
and
(e) enhancing education and training pro-
grams in cooperation with the OCBC
Group.
6. Developing the consumer segment through ini-
tiatives, including:
(a) focus on marketing campaigns designed
for Tanda and Taka products,
(b) launching new features and products,
(c) introducing the latest mobile banking ser-
vice,
(d) the development of e-channel features
that provides customers access to more ef-
ficient banking transactions, and
(e) higher fee based income from the wealth
management business.
The Bank’s Achievements
1. Receive Indonesia Brand Champion Award cat-
egory of companies with assets < Rp 65 trillion
of Mark plus Insight & Magazines Marketers.
2. Launch Program SobaTanda to attract new cus-
tomers through social networks.
3. Bank OCBC NISP launched 5 Latest E-Channel
Service.
4. The launch of Mobile Banking Bank OCBC
NISP.
5. Reaching Banking Service Excellent Award
2010/2011 with the rank-3 Commercial Bank
Best in Service Excellence.
6. SIGNS 360 ° Launch Savings, Savings with a
variety of convenience.
Consumer Segment
The consumer segment pursues business growth by
promoting the following initiatives:
1. Focusing on the marketing campaign for Tanda
and Taka products in order to boost new cus-
tomer acquisition.
2. Launching an assortment of new features and
products such as Tanda 360º as well as selling
products through a combination of sales distri-
bution, direct sales and social networking (So-
baTanda).
3. Launching a new service, Mobile Banking
OCBC NISP as one of “The Most Secure Mo-
bile Banking”, which is not only packaged with
comprehensive banking features and services
such as balance inquiry, transfer, bill payment,
but also equipped with extensive lifestyle ap-
plications among others e-ticketing, traffic in-
formation, mobile phone contents as well as
social media access.
4. Developing e-channel features as efforts to
facilitate more efficient transactions for cus-
tomers, among others by adding several bill
payment services for cable TV, mobile cellular
operators, insurance and electricity services.
5. Increasing fee-based income from the wealth
management business through the develop-
ment of life insurance, general insurance, and
mutual fund products.
6. Continuing anti-attrition programs, such as
STAY Program (targeting existing customers
who wish to re-evaluate the interest rates
charged to their loans) and Up TOP program
(targeting existing customers who expect to
obtain additional financing for various pur-
poses).
7. Launching various marketing programs de-
signed to maintain loyalty of customers, such
as Bank OCBC NISP’s 70th Anniversary pro-
grams, reward programs and/or programs as-
sociated with specific holidays.
8. Establishing cooperation with other segments
in regard to product development and mar-
keting, referral process, cross selling particu-
larly for products Tanda Senior, Tanda Junior
or Mighty Saver.
9. Improving the quality of banking services ren-
dered to customers on a continual basis, one of
which is by forming the After Sales Center/Call
Center.
10. Developing information technology in order to
accelerate the loan decision process.
11. Establishing closer relationships with exter-
nal parties, including property developers and
agents by launching jointmpromotional pack-
ages as well as conducting regular visits and
socialization for new marketing programs.
12. Initiating new collaboration with Multi finance
companies.
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13. Holding a wide range of education and train-
ing programs designed to enhance competency
of human resources, particularly frontliners.
Development Plan and / or the Office Network
Change
1. Expanding the outreach of services and en-
hancing the productivity of existing branch
and ATM networks, among others by opti-
malization of the existing 11 Premier Bank-
ing Centers that are located in Jabotabek, Ban-
dung, Surabaya, Medan, Batam, Palembang
and Makassar.
2. The Bussiness Development Commercial Bank
OCBC NISP focused on 7 major cities
(Jakarta, Bandung, Medan, Batam, Palem-
bang, Surabaya, Makassar) and some other
parts of Indonesia.
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Analysis of CSF & KPI
Objectives CSF KPI
Improve the performance and capabilities 1.Bank OCBC NISP applies internal policy requiring all new
employees, within a period of 3 months after joining the Bank, to
participate in basic/primary training on AML-CFT and all
existing employees must attend follow-up training/awareness
program related to AML-CFT. This policy serves to ensure proper
responsibility and awareness of AML-CFT and continued active
involvement in current developments related to
AML-CFT.2.Cooperation agreements with related parties
1.To handle customer complaints,Bank OCBC NISP has a special unit, Quality
Management (QM) unit that is responsible to manage customer complaints.
The Bank also enforces policies and a centralized Complaints Handling
Management (CHM) to monitor the development of complaint resolutions.
Complaint handling and resolution at Bank OCBC NISP refers to
CustomerComplaints Handling policy and procedures, whereby complaints
handling and resolution functions have been established to ensure effective
resolution of complaints in a timely manner.2. Expanding the outreach of
services and enhancing the productivity of existing branch and ATM networks,
among others by optimalization of the existing 11 Premier Banking Centers
that are located in Jabotabek, Bandung, Surabaya, Medan, Batam, Palembang
and Makassar.
Expanding the market 1.To enhance brand awareness and increase the Bank’s business
volume, we also carry out promotional programs via numerous
mass media and billboards that are found in many
locations.2.Customer Loyality Program3.Implement a supply
chain approach as effort to gain new customers.
1.Increase the number of customers.
Increase profits Funding product (Tanda OCBC NISP, Tanda SGD, Tanda 360o,
Tanda Senior. OCBC NISP Premier. KMG OCBC NISP.
Multicurrency OCBC NISP.
1.Increasing credit consumer, credit corporation, investment credit.
Facing competitors The Bank’s Business Plan was formulated in consideration of the
current and future conditions faced by the Bank in respect to its
positioning against competitors. The Business Plan was made
using assumptions of projected external conditions that are
based on assumptions made/used by Bank Indonesia, the
Government, and other related institutions.
Premier customers also increased, by about 86.7% relative to 2010, at the
same time the amount of asset under management grew by 42.2%. In 2011,
Bank OCBC NISP Premier also launched a series of new services that are
tailor-fitted to customer aspirations and needs, packaged into 3 pillars,
namely: (i) comprehjournal analysis of CSF and KPIensive wealth
management services; (ii) transactional convenience; (iii) superior services,
exclusive benefits, and regional access.
Providing customer satisfaction 1.Bank’s website2.The Bank also enforces policies and a
centralized Complaints Handling Management (CHM) tomonitor
the developments of complaint resolutions.
1.Internal training on treasury products and applicable regulations are
conducted to prepare reliable and competent treasury staffs to assist
customers in managing financial risks.2.To provide the best service to
customers, Bank OCBC NISP is supported by a network of offices that is
adequate in both number and locations, in order to provide convenience for
customers in gaining access to banking products and transactions.3.To handle
customer complaints, Bank OCBC NISP has a special unit, Quality
Management (QM) unit that is responsible to manage customer complaints.
5 Conclusion
Based on the analysis conducted in the previous
chapter, we can conclude some of results as follows:
1. Using strategic planning and information tech-
nology, the company can identify and evaluate
key indicators needed to perform the develop-
ment of a system that is aimed at creating a
strategic planning firm. These indicators can
be seen from the results of the SWOT analy-
sis, Value Chain, CSF and KPI and PEST were
investigated in Bank OCBC NISP.
2. Based on the results of the SWOT analysis in
Bank OCBC NISP at the opportunity suggests
that the company has a great opportunity to
achieve the vision and mission as well as meet
the needs of customers of Bank OCBC NISP
through the implementation of strategies that
have
3. been planned. It can be seen from the results
of the analysis of value chain that shows the
achievements of Bank OCBC NISP after apply-
ing a predetermined strategy planning.
4. Through the results of the SWOT analysis,
analysis of CSF and KPI (Esteves de Sousa,
2001) also known that the company can cap-
ture every opportunity and make it into a goal
and a new business plan.
References
[1] Jorge Angeles. On the nature of the cartesian
stiffness matrix. Ingenier Mecani Tecnolog De-
sarroll, 3(5), 2010.
[2] Esteves de Sousa. efinition and analysis of
critical success factors for erp implementation
project. pages 40–50, 2001.
The 3rd Uzbekistan-Indonesia International Joint Conference on
Economic Development and Nation Character Building to Meet the Global Economic Challenges
ISBN: 978-602-9438-24-6 166
[3] Annual Report Bank OCBC NISP. 2010.
[4] Annual Report Bank OCBC NISP. 2011.
[5] dkk Pudjaji Tri. Analisis untuk perencanaan
strategi sistem dan teknologi informasi pada
pt. ritrans cargo. Yogyakarta : Seminar Na-
sional Aplikasi Teknologi Informasi 2007, 2007.
[6] Perencanaan Strate-
gis. http://id.wikipedia.org/
wiki/Perencanaan_strategis. 2012.
[7] StudyMode. Essay paper pest analysis. 2012.
